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INTRODUCTION
There is no definition of STP that can be universally accepted (Hansson, Husted and Vestergaard, 2005) . However, one definition that is often used is the definition of STP developed by the International Association of Science Parks and Areas of Innovation (IASP, 2002) ; "STP is an organization managed by certain professionals whose main objective is to improve the welfare of the community by promoting a culture of innovation and the competitiveness of businesses related to the knowledge-based institutions. To enable this goal is achieved, then the Science Park (SP) stimulates and manages the flow of knowledge and technology amongst universities, R & D institutions, companies and markets; SP facilitates the creation and growth of innovationbased companies, including high-quality space and facilities".
Formation of STP has become a phenomenon that evolved from spontaneity to the serious planning that started from the US, then Europe, Southeast Asia, South America and Africa (Ondategui, 2001) . For more than 60 years of evolution since the emergence of the first STP, diversity goals, promoters, actors, models and even the title has to reflect a complex reality, and it is often difficult to obtain in a single definition (Adam, 2012) . Many terms have been made to the STP initiatives, but they are still converging under the common name of the Science and Technology Park (STP). UNESCO (1993) states that the term STP includes any type of cluster of high-tech as Technopole, Science Park, Science City, Science Town, Cyberpark, Research and Technology Park, Science and Technology Park, Technology Park, Technology Incubator, Technopark and Technology Business Incubator. Meanwhile, lately the term STP developed into the most common terms used by academic and special literature (Ondategui, 2001) . STP Association has made its own definition, some of the most commonly used definitions, such as for example; United Kingdom Science Park Association, (UKSPA, 2012) : Science Park (SP) is a business support and initiatives for technology transfer that encourage and support start-ups and incubation of innovation advanced, high-growth, knowledge-based businesses, provide an environment in which businesses a larger and international businesses can develop specific and close interactions with specialized centers of knowledge creation that is mutually beneficial, and has formal and operational relationships with centers of knowledge creation such as universities, institutions of higher education and research organizations. Meanwhile, the National Association of Entities Promoting Innovative Enterprises (ANPROTEC, 2012) promote that Technology Park (TP) is a complex of productive industry and services based on science and technology, planned, characterless, centralized and cooperative, which gathers companies whose production based on technology developed at the research center linked to R&D. TP is a promoter effort to take the culture of innovation, competitiveness, business improvement training, based on transfer of knowledge and technology, in order to increase production for the well-being of an area. Meanwhile, the Association of Science and Technology Parks of Spain (APTE, 2012) stated that STP is a project, generally associated with the physical space, with the following characteristics: (a) formal and operations associated with the university, (b) research centers and higher education institutions, which are designed to encourage the creation and growth of knowledgebased enterprises and other organizations that have a service sector, usually formed at STP itself with an added value and the governing body stable that promote the transfer of technology and foster innovation among companies and organizations. In general, the development process of the STP trying to bring together in one space, users and consumers of knowledge with the aim of provoking a key synergies and facilitate the flow of knowledge and technology among all the organizations that are part of the community (Link, 2009 ).
The Cibinong Science and Technology Park (CSTP) is an area in Cibinong Bogor, West Java Province which is designed for the implementation of the technology transfer process intellectual property and research and development of Lembaga Ilmu Pengetahuan Indonesia (LIPI) to the public in order to contribute to improving the economic and regional competitiveness. CSTP has a function as a center to promote technology development, technology incubators and centers and information technology services. It shows that the CSTP tend to be referred to the definition of United Kingdom Science Park Association, (UKSPA, 2012), which provides business support in the form of initiatives for technology transfer in order to encourage start-ups through the incubation of innovation, providing support for knowledge-based businesses, providing an environment in which business larger and international businesses can develop specific interactions and close to the center in the creation of knowledge are mutually beneficial, and has formal and operational relationships with centers of knowledge creation such as universities, institutions of higher education and research organizations that exist. Thus, it is important to design business models CSTP to be more effective, efficient and targeted.
In designing the CSTP business model will be based on five fundamental business challenges, namely, (1) why the business is not developed?; (2) what is wrong with the business ?; (3) how to get great results from current business; (4) how to grow the business ?; and, (5) what can be done to develop the business?. Of the five challenges will basically lead to the one thought, namely; business strategy that can be designed for the future target and what the organization business in the future segmentation. So, it is necessary to study the development of a business model that is right for CSTP the considerable business challenges as mentioned above. This paper was written mainly to deliver implementing business model canvas as a review on the interactive business programs that being develop and process of performance in facilitating commercialization Reseach and Development results in CSTP area. It means similarity to lift up government policy to enhance capability from a program that offers during accumulate activities process especially from new technology-based companies.
The questions above are sometimes difficult to answer because it does not have the tools for the business portrait. To evaluate the business plan or the ongoing business, it is necessary to look at from the standpoint of a clear and complete about the business model. While the Business Model Canvas (BMC) is one tool to assist in more accurate view of how such a business is or will be undertaken (The Business Channel, 2016) . With these tools seemed to see the business of the big picture, but still full and detailed what the key elements associated with the business. Thus it will show the whole picture was very helpful in answering questions about the business. Thus, the purpose of this study was to analyze the business model CSTP approach BMC which also evaluated one by one of the key elements of its business to be more easily analyzed further what is less precise, and could eventually take strategic steps in achieving business goals of CSTP.
LITERATURE REVIEW

Science and Technology Park (STP) Model
Attempts to classify the STP in a context that is defined conducted by Rowe (1987) . Rowe identified three main models of Science Park in the UK according to the university's involvement in the project, each also defines a different model of organizational management. Kang (2004) provides five models of STP according to its management organization, namely: 1) based on the university; 2) is directed by the central government or local governments; 3) created and managed from an inter-institutional agreement; 4) promoted by real estate developers on its own initiative; and, 5) driven non-profit organization which was primarily aimed at revitalizing the local economy Lately, IASP (2010), led by Luis Sanz has created a new classification method is more complex that widen the existing typology. This method is known as 'Strategigram', which is a software-based tool that allows managers to analyze STP Park its strategy, assess its evolution and compare it to other Park's strategic profile. This tool is an STP profile cut by 7 axes: localization, position on the flow of technology, the target enterprise, degree of specialization, target market, networking and management models.
Business Model
The business model is a concept that has grown and has tried to define from time to time. Osterwalder, Pigneur and Tucci (2005) affirms that the concept of business model that appeared for the first time in an academic article in 1957 and then in the title and abstract papers in 1960 but only became popular in the 1990s. In the review made by Zott, Amit and Massa (2011) and entrepreneurs. Clarification process started trying to define the concept in different studies and in the academic and scientific publications. Osterwalder et al. (Osterwalder, Pigneur, and Tucci, 2005) defend the view that where, through a review of significant number of publications studying the evolution of the term business model, which enables it to conclude that the terms used are often linked to the internet but not exclusively refer to it. For the purpose of clarifying the process of evolution of the business model, by displaying definitions and classifications more sequential and integrated different authors expressed about the concept of the business model. Osterwalder et al. (2005) based on an extensive review of the literature focuses on the concept of a business model in which rarely mentions the term. With the proposed evolutionary phase, stated that the research business model has matured over the years. Although researchers have not leaned on each other's work and findings extensively, certain progress can be observed (Osterwalder, Pigneur, and Tucci, 2005) .
The concept of "business model" is widely used in the business world, but academic research on the subject is still rare (Wang, Net and Wallin, 2009 ). The literature shows that the business model is often discussed topics superficially and often without understanding its roots, its role, and its potential (Wang, Net and Wallin, 2009 ).
To allow classifying literature widely business model, a review is made by Zott et al. (2011) , revealed that its main business model has been done in trying to answer or explain the following three phenomena: (1) e-business and the use of information technology in organizations; (2) strategic issues such as the creation of value, competitive advantage, and the company's performance; (3) innovation and technology management.
On the other hand, most scientists do research business model without a clear definition of the concept. According Zott, Amit and Massa (2011), (37%) of the publications that were analyzed did not define the concept altogether. Nearly half (44%) explicitly define the term 'business model' with its main component count. In each publication fifth authors refer to the work of other scientists in defining the concept. Business Models for STP Figlioli (2011) conducted various research libraries, but did not get the information that is packed with systematic that can answer questions about the business model STP. However, there are some authors who study the related concepts that somehow contribute to recognize the existence of the STP business model in an environment of innovation. They also contribute to understanding the importance of a mechanism to capture and deliver value to partners STP. Chesbrough and Rosenbloom (2002) defines the importance of the business model in capturing value from innovation and maintain that business organisation should really bring the technology to the market through a specific business model that explicitly or implicitly active role in innovation. Furthermore, they concluded that customers appreciate the technology to reduce costs and or create new possibilities and solutions to the real problem. Different customers may need different latent attributes of the technology. For that reason, it is stated that there is no single value that is inherent in the technology, the technology can be developed in a different way and may give different values. This allows conclusions from the complexity of the process of obtaining the value of the technology involving not only bidder, but also all the network components that define the value of supply and demand. To that end, an alignment is to identify the attributes of the technologies in which companies must focus and be able to identify customer problems and how it will be resolved. Alignment can be done through the development of business models. Therefore, we can conclude that the relevance of having a business model in an organization such as STP, particularly when focused on aspects of the promotion of innovation and technology transfer. Albahari, Perez and Klofsten (2011) identify gaps that may exist between supply and demand in business STP, and how this can be improved with effective ways of providing support at every business in terms of configuration (infrastructure, resources, proximity to institutions knowledge) and process (services and activities that add value). The final thing gives STP a responsibility to identify and define the real needs support from obligations, identifying characteristics and different levels of development. This will allow STP to provide enhanced value generating services and achieve improved performance. According to the authors STP business model should be based on networking and collaboration with external actors, as well as a strategic tool for companies that are connected to the same STP through partnerships and alliances for the company to gain access to various types of media and skills. Relevance of a more economical, Figlioli (2011) propose the relevance of the business model in the perspective of funding. Figlioli (2011) highlights the importance of input resources for the implementation and operation of the facilities and services that can be accepted by public and private funds. It's becoming more difficult to obtain due to a period of maturation in the early stages of the STP. As a result, in countries such as Brazil and Indonesia where there is a very high dependence for the STP of public resources, which may not be sustainable and led to uncertainty in the sustainability of the STP.
At this point, the business model has an important role. The business model reflects a different configuration of STP on issues such as actors, government, infrastructure, service and implementation as well as operations that set the stage and sets out how the management team STP create and deliver value to the company that is therein, shareholders and other stakeholders. This affects how the project is to promote the financial investment and other types of feedback. Therefore, we can conclude that the business model is a tool for creating a strong base in facilitating the development of STP. Such a development would enable faster results received from the investment, and will promote the acceptance of new financing from private investment and reducing dependence on the public.
The outline design of a business model that has been running CSTP is, as can be seen in Figure 2 below. 
Business Model Canvas (BMC)
The business model that can be offered as an alternative in the development of CSTP is the Business Model Canvas (BMC). BMC (The Business Channel. 2016) is a business model that consists of nine (9) blocks of area business activity. In each block of business activity has a goal mapped out a strategy in building a strong business, could win the competition and be successful in the long term. BMC is characterized by 9 block models which taken together will be a single business entity, namely: (1) Customers Segment; (2) Value Proposition; (3) Customer Relationship; (4) Channel; (5) Revenue Stream; (6) Key Resource; (7) Key Activities; (8) Key Partnership; (9) Cost Structure. Some factors of use in BMC are as follows:
Visual Thinking:
The best way to use the BMC is to print a large postersized version and paste it to the wall. Afterwards, founder using sticky post-it notes as to fill the nine parts. Sticky notes enable group thinking because everyone on the team can participate actively.
Iteration quickly:
"Iteration" is a process in which the founder of "out of the office or the lab" and attempts to validate the idea, then back again to the office to improve its business model and its products based on the feedback obtained from the market. With a quick and thorough nature of the business model of the canvas, the founder can quickly perform this iteration. With a quick look at the association of nine business component: Business Model Canvas allows the entrepreneur to visually illustrate the relevance of the individual components of the business. Often founder drawing lines and illustrations on the poster to represent the pieces of the puzzle and how they work together. In this way, the team can find the relationship of market opportunities and or a unique value proposition. Next, the team can then document the new ideas as new hypotheses to test BMC as a new iteration.
Forcing teams to succinctly convey his thoughts:
Because the information is recorded with a short on post-it notes, the team was forced to explain precisely and concisely what they want to test or follow up on the next iteration. Visual form of business models facilitate startup canvas to share it with a partner, colleague: Because the business model of the canvas is presented in the form of large posters and visual, easy to share via a photo or take the poster off the wall to meet with other interested parties.
Advantages Business Model Canvas
The BMC advantages in the application are as follows: First, can be used for all kinds of business models, travel, restaurants, hotels, plantations, mining and so forth; Second, accelerate to determine the overall strengths and weaknesses of the business; Third, process analysis and profit needs be done quickly; Fourth, business Mapping to identify the weaknesses since the early and understand the business strength of the right viewpoint; Fifth, mapping BMC systematically describe the business that can be used for decision making strategic management of business development.
Implementation Business Model Canvas on CSTP
BMC can be applied in a variety of business models, First, build Customer Relationships; BMC is important to build relationships with consumers CSTP. CSTP relationship with consumers is important that consumers benefit and increase loyalty. Second, increase Sales; When the marketing strategy can be united through BMC, expected sales target can be achieved. Customer Segment, Channel, Customer Relationship (3 Blocks in BMC) has a goal to increase sales. Third, dealing with Competitors; It is no less important when BMC has been executed is to build a solid business to deal with competitors. In this competitive business needs mapped CSTP further. Fourth, ensure Business Running; Often confused situation faced in starting and running a business in the CSTP, in this BMC can include anyone who will support CSTP business to run. BMC is important to map out what is needed in order to keep the business running. Fifth, having a Business System; BMC is an effective way to create a business system in the CSTP, the goal to make business more effective and can produce maximal benefit CSTP, although not routinely executing CSTP are in business, or change the management of the CSTP.
METHODS
These research papers were done by using a qualitative research methodology, with an approach where CSTP consolidated studied and analyzed to understand their business model empirically such as customer segments, value propositions, customer relationships, revenue streams, key resources, key activities and key partnerships. To fulfill this objective, a narrative review is done with data mining adapted from the generic business model as proposed by Osterwalder & Pigneur (2009) . Data mining done with approaches, by collect and synthesize literature consisting of reports, policy documents, journal articles, and unpublished sources. Table 2 below shows the block's business model and an explanation. The purpose of this study is to seek information related to research topics implementing business model canvas in CSTP. On the other side, reflecting a different configuration of STP on issues such as actors, government, infrastructure, service and implementation. This paper is expected become the input for a potential source of information in the development of science and technology, as well as the nature of the process implementation on CSTP business model. can be used to design a prototype business model improvement and business models of the future. The steps in the preparation of the Business Model Canvas CSTP is as follows:
Customer Segment CSTP in running a business, an organization must first establish who is to be served. Organizations can set to serve one or more segments. Determination of the segment will determine the other components in the business model. The business segments of the CSTP are new entrepreneurs and new companies that are and will be in operation. Based on the record of cooperation that has been done, a potential customer segments for CSTP is strategic industries such as power generation industry. Most industrial power plants installed in the 1980s -1990s. Thus the life span of today, especially the control system, has reached the age known as obsolescence. The industry's dependence on foreign products considered to be very high, especially support for spares and support expertise in the country. CSTP with technology development segment, which is supported by the facilities and resources available is able to offer services to evaluate or assess the decision making retrofit, propose a replacement control system and ordinances replacement. Thereby generating company can arrange the procurement documents with better and can choose a provider that better anyway. In addition, some spares generation mostly brought in from outside the industry. With the capabilities of the current CSTP, CSTP engineering team has been able to reverse engineer on spares is strategically located in the power sector, a gas turbine blade. This is done with the support of intelligent patent to ensure that the activities of reverse engineering can be done without violating the intellectual property rights provisions.
Other potential customer segment is the local government. With the government's program to bring up STP and TP in areas opened up opportunities for CSTP to choose a strategic position as a consultant for the planning and construction of STP or TP in the area. In addition, the CSTP can also act as a technology provider in the process of technology transfer of intellectual property and the results of R&D activities. Another segment that is not less important is the presence of technology incubators in the CSTP.
Customer segment for this are budding entrepreneurs based technology. CSTP is equipped with high-tech infrastructure that are arranged in such a way to help these budding entrepreneurs to take advantage of the facilities provided are based on mutual benefit. The facilities were built as state assets can be the mainstay of technology-based start-up entrepreneurs without having to build a fairly expensive investment in the early stages of business.
Value Proposition
CSTP Value Proposition is a benefit offered to the market segments served. Of course, the value proposition will determine the selected customer segments or otherwise. Value proposition will also affect other components such as the Channel and Customer Relationship. With CSTP current position, CSTP able to provide access to high-tech facilities with the specificity of its infrastructure and facilities. In addition, the CSTP can also provide access to the network and market capitalization by its programs are built. can be considered a violation of law. Within 1 x 24-hour reception service is to be deposited into the state treasury. Another thing that is considered less flexible is when reception service result exceeded the planned non-tax revenues, it should immediately propose a revision to the provisions that require time not immediately. It is perceived to be less of a problem if it were amendments predictable and adequate revision time and not going beyond the end of the revision. However, if excess reception is not allowed time to be revised, then the best way is to refuse service. It is of course a paradox if viewed from the perspective of service. Moreover, when the value of service relatively large value, a problem arises is the initial capital to do the job very limited. On the other hand, CSTP as government agencies are not allowed to make a loan to another party so that it could be seen as more inflexibility. Once all the boxes in the Business Model Canvas CSTP filled, the next is a discussion about the results of the business model. From here it was possible to be modified if one another box already match or not? if the cost is too much? where? get any revenue that can improve in each box? if that could be removed, or plus-item-item in the box? All possibilities can be dynamic in accordance with existing conditions. Each business development CSTP will be more easily detected with ease and can be modified by quickly.
Channels
Based on the results of the discussion, blue ocean strategy and future business model canvas in the CSTP can be formulated that:
First, CSTP can bring change to the business are services that are typically service becomes segmented market (based on the ISSN 1412 -3681 Jurnal Bisnis & Manajemen, 2018, Vol. XIX, No. 1, 47-58 Available at: http://journal.feb.unpad.ac.id/index.php/jbm type of company and the ability of its resources) and diversified market (customer demand to be served directly and indirectly); Second, The CSTP has innovated element value propositions in terms of newness (add science and technology in the business), performance (lack of human resources proportionately), customization (customer can request in accordance with her wishes), getting the job done (customer can request services certain to follow the capabilities of its resources), price (quite reasonably priced), risk reduction (the CSTP warranty ministry with certain conditions), accessibility (not all SMEs are able to buy services CSTP because of the level of resources each SME is different and perception the price for each SME, but all parties were able to access to this CSTP) and usability (CSTP services easy to apply).
Third, CSTP the direct customers reach (meet directly and face to face (channels themselves) and indirect (recommendations from other parties outside the CSTP (stakeholder partner channels). CSTP through all phases of channels; awareness (stakeholders about the innovations that have been done are not direct), evaluation (to help customers evaluate value propositions CSTP), purchase (CSTP explain what should be done by the customer to receive service), delivery (delivering value proposition to customers by way of explaining about the type of services CSTP it) and after sales (warranty in case of dissatisfaction with service CSTP).
Fourth, Category customer relationships that are applied in the CSTP is personal assistance (customer communicate directly with employees and managers CSTP), dedicated personal assistance (special customer served by top management CSTP), communities (CSTP managers create discussion groups to connect with its customer community).
Fifth, Sources of income derived from services CSTP. The price mechanism used is flexible price (the price set by the MoU).
Sixth, Key resources within the CSTP categorized in three things: physical (physical facility that is counter, intellectual (brands and partnerships), human (employees), and financial. Seventh, CSTP perform production and incubation services. The most important activity in a relationship with the customer is the CSTP should be friendly and honest, always explain how the quality, the advantages and disadvantages of the CSTP services as well as learn to see which model is suitable for the customer.
Eighth, Key Partnerships; types of partnerships that exists between CSTP with his partner is joint ventures (CSTP can develop new business) and customer-supplier relationships to ensure the supply of reliable power source (the relationship between the manager and the customer and supplier CSTP well). Partners contributed most to the CSTP that supplier (in operation, CSTP aided by the supplier takes care of everything from capital goods up to a relationship).
Ninth, Cost Structure; CSTP included in class cost-driven business model and value driven. Characteristics of the cost structure CSTP is divided into four, namely fixed costs (salaries of personnel, costs over head, the cost of equipment, the cost of non-operational) and variable costs (services, modules and prototypes, transportation costs), economies of scale (at a certain moment in which services increases, the operational costs incurred will tend to decline) and economies of scope (services that are sold not just a single model / product alone, but various models / products are combined in one region, where it caused a scope greater so the costs should be used to extend the reach of business to be down).
CONCLUSION
A simple formula to start a business is the revenue must be greater than the cost, or the income is greater than the costs incurred. Indeed, it seemed simple, but many cases it happens that many companies are already establish more than 15 years' experience difficulties because simply, one calculates spending, many costs that are not counted in the end cost is greater than revenue, and not least also the habit of organization business bit by bit using the company's operational cash unnoticed. In this case, CSTP main focus when creating BMC to do is take into account the Revenue to Cost.
Based on the results of the discussion about the current business model canvas and blue ocean strategy, it can be concluded that the CSTP can bring change for businesses that generally mass market becomes segmented. CSTP has the innovation capacity element value propositions in terms of newness, performance, getting the job done, design, risk reduction, accessibility and usability.
RECOMMANDATION
Based on the analysis of Blue Ocean Strategy and Future Business Model Canvas CSTP, it can be recommended as follows; First, Develop customer segment of CSTP to the market that is diversified; Second, Should improve value propositions available today taking into account the expectations of consumers; Third, Improve range through its own channel to improve the performance of personnel within reach; Fourt, Maintaining the function of customer relationships; Fifth, Increase sources of income from other rental services; Sixth, Improve key resources especially physical facilities and human resources; Seventh, Establish new customer segments.
